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The Gentle Art of Persuasion by Tom Hopkins 

Session 1 – The Power of Persuasion 

22:25 minutes 

The ingredient that seems to separate the average from the great is the ability to move people 

to decisions. 

The ability to persuade others is both an art and a science. And it can be learned. 

No human being can change another human being. All change must come from within. 

At this moment you are the person you’ve decided to be. Life is nothing but choices. If today is 

the day you decide to learn the art of persuasion, you must work consciously for a minimum of 

21 days. 

How to Learn the Persuasive Strategies in this Program 

1. Impact

2. Repetition – the mother of learning

3. Utilization

4. Internalization

5. Reinforcement

The Traits of the Most Persuasive People 

1. Discipline

2. Belief in themselves

3. Empathy

4. Self-assurance

5. A burning desire to succeed

6. The ability to do what they fear most

7. Enthusiastic

8. Sincerity in caring about others

9. Don’t take rejection personally

10. Willing to invest in self-education
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Session 2 – Control with Questions – 20:37 minutes 

Asking questions is the basic premise of powerful persuasion. 

The benefits of asking questions include: 

1. You control the conversation. 

2. You will isolate the other person’s areas of interest. 

3. You will get minor agreements. 

4. You arouse and control emotions. 

5. You will isolate objections or obstacles the other person will give you. 

In order to make a decision, people need a feeling of confidence to rationalize decisions they 

want to make. 

 

Session 3 – Reflexive Questions 

18:46 minutes 

A reflex is the ability to respond without thinking. 

Reflexive Techniques in Questioning 

1. The Tie Down – questions put at the ends of sentences. They demand an agreement. 

 

 

2. The Inverted Tie-Down – putting the tie-down at the beginning of a sentence for more 

warmth. 

 

 

3. The Tag-on Tie-Down – When the person you’re talking with makes a statement, you tie 

it down with a nod in order to get added agreement. 

 

 

4. The Alternate of Choice – A question with two answers. Either answer is a minor 

agreement leading toward the final decision. 

 

 

5. The Porcupine – Answering a question with a question to get clarification of what, 

exactly, they’re asking. 
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6. The Sharp Angle – When you receive a challenge-type question, respond with “If it does, 

would you want to own it?” 

 

 

7. The Involvement  - Asking questions the other person will need to answer for 

themselves after they’ve made the decision to ahead with that you are offering. 

 

Session 4 – Persuasion Begins with Contact 

19:14 minutes 

Your first goal when you meet a person is to help them like you and trust you. 

The basics of meeting people: 

1. Smile 

2. Look in their eyes. 

3. Develop your own personal original greeting. 

4. Use their name in your greeting to help you remember it. 

5. If it’s appropriate to shake hands when you meet someone, use a firm, yet gentle grip. 

The two types of people you will meet: Interesting and Interested 

6. Watch and listen for common denominators 

7. When making a re-contact, re-establish rapport, add new information to the 

conversation. 

Warnings: 

1. Avoid any discussions of politics, religion or other known sensitive subjects with others 

unless or until you have established a very close relationship where it would be appropriate 

to do so. 

2. Drop offensive words from your vocabulary – slang and profanity. 

3. Never tell an off color joke. 
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Session 5 – Qualifying  

18:27 minutes 

Qualifying is nothing more than finding out what the other person wants so you can tune in to 

what is important to them when trying to persuade them. 

Session 5 - Steps in the Qualification Process 

1. Find out what the person already owns, what they’ve already done. 

 

2. Find out what they like most about what they’ve done or owned before. 

 

3. Find out what they would change, alter or improve about the topic you’re discussing. 

 

4. Find out if they can make the decision. 

 

5. Use the triplicate of choice to determine how much they are comfortable spending. 

“Most of the people who have gotten involved in acquiring this product have been able 

to invest as much as $125. We, of course, have those fortunate few who have been able 

to invest as much as $150. And then, there are those people on a fixed or limited budget 

who have only been able to invest $100. Tell me, which of these types of people are 

you?” 

 

Session 6 – Guidelines for a Persuasive Presentation 

19:49 minutes 

The introduction is your initial contact and the first few steps of establishing rapport. During 

this time you also strive to build the other person’s interest to hear more. 

The second phase is the body of the presentation where you explain the benefits of 

whatever you are persuading them to. 

The final step is the conclusion or wrap up. This is where you build the emotions to a point 

where you have earned the right to ask for a decision. 

Steps for Presenting 

1. Tell them what you’re going to tell them. 

2. Tell them. 

3. Tell them what you told them. 



The Gentle Art of Persuasion by Tom Hopkins 
 

Copyright Tom Hopkins International Inc.          7 
 

The primary goal is to bring down any barriers the listener may have to what you’re suggesting. 

Fundamentals of Presentation 

1. Choose the right time and place. Is the person in the right frame of mind? Does the 

other person have the amount of time available that I need? 

2. If persuading a couple, have them sit across from you at a table so you can see any non-

verbal communications between them. 

Realize your persuasion presentation is the process of proving the realities of the benefits they 

are seeking. 

How to keep people listening to you: 

1. Use glamour talk 

2. Using the other person’s trade talk 

3. Use the planned pause 

Create emotional involvement with physical involvement. 

If you feel a sense of pressure during your presentation, take a break. Get a drink of water. 

Briefly change the subject. Then, move back into your presentation with a brief summary of 

what has already been covered. 

 

Session 7 – Test Persuaders 

18:50 minutes 

Trial questions  

1. Alternate of choice 

2. Erroneous conclusion  

3. Porcupine 

 

Use third party stories or testimonials. 

 

Watch the other person’s body language for positive responses. 

 

Two types of agreement 

1. Oral 

2. Written 
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Smile when you ask the other person to approve any paperwork. Turn the form to them and 

hand them your pen. 

If people stop you when you ask for their commitment, smile and say, “You know, John, I 

organize my thoughts and keep everything in the proper perspective on the form just so I don’t 

forget anything. Please, if you’re not sure of the decision, the last thing I would want to do 

would be to influence you to do anything that would not be good for you. So, please let me 

outline all the details so we can back up...look at it and then see if it’s feasible for you to make a 

decision.” 

 

Session 8 – Learning to Love Objections 

21:13 minutes 

If people don’t object, they will rarely decide in your favor. When they object, they usually have 

some level of interest in your offering. 

View objections as requests for more information. 

When hearing an objection, never argue or fight. When you make the other person wrong on 

small points, they will not want to go along with you on the major decision. 

It’s natural for people to want to object rather than just going along with everything that is 

presented to them. 

Use turnaround statements when you hear objections: 

1. I understand how you feel. 

2. Your comments are truly valid. 

3. That does make sense, although 

4. I can appreciate your feelings, however, we should consider ... 

Try to avoid handling objections until you’ve completed your entire presentation. Don’t allow 

objections to cause you to lose track or control of your presentation. Bypass or shelve 

objections until you’ve completed explaining your offering. You might say, “John, I understand 

how you feel and I’d like to cover all the areas of concern that come up. If you don’t mind, I’ll 

finish my presentation and we’ll handle all of your concerns one at a time. You don’t mind 

doing that, do you?” 

If an objection is brought up more than once, you haven’t satisfactorily handled it during your 

presentation. 
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Steps to Handling a Final Objection 

1. Hear them out. 

2. Feed it back. 

3. Question the importance of the objection. 

4. Answer the objection. 

5. Confirm the answer. “That settles that concern, doesn’t it?” 

6. Change the subject with “by the way.” 

 

How to respond to “It costs too much.” 

“Today, John, most things do. How much ‘too much’ do you feel it is?” 

 

 

Session 9 – The Anatomy of Persuasion 

20:11 minutes 

 

Definition of persuasion: The ability and skill to properly apply the gentle art of powerful 

persuasion in helping people make decisions that are truly good for them.  Get the dollar signs 

out of your eyes. 

 

Verbal and Visual Acceptance Signs 

1. They ask questions. 

2. The eyes twinkle. 

3. They slow the pace down. 

4. They demonstrate affection. 

5. When they ask you do go over the presentation again or re-demonstrate the product. 

The closer you come to the final moment of decision, the more careful you must be about what 

you say and do – any emotion that you create. 

Avoid rejection words: 

1. Price 

2. Down payment 

3. Monthly payment 

4. Contract or Application 

5. Buy 

6. Sign 

7. Deal 

8. Commission 
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Session 10 - Getting the Final Decision 

22:26 minutes 

The average person accomplishes the final decision in persuasion after making five attempts to 

get it. 

The Powerful Persuaders 

1. The Benjamin Franklin Balance Sheet 

“John, history has proven that most great decision makers believed that a decision is only as 

good as the facts. Please, the last thing I would want to do would be to influence you to 

make an unwise decision. However, if it proves to be a good decision, you would want to 

make it, wouldn’t you? Fine. Do you mind if I help you? Let’s draw a line down the middle of 

this paper. And, on this side, we’ll write the word “yes,” and label the reasons favoring the 

right decision today. Then over on this side, we’ll label the reasons against it. When we’re 

through, we’ll simply count up the columns and at that point have the facts necessary to 

make the right decision.” 

Go over the reasons for accepting the decision. Try for six. 

“Now, John, how many reasons can you come up with against the decision?” 

“Let’s see what we’ve got...well, the answer seems rather obvious, doesn’t it?” 

 

2. The Secondary Question Persuader 

Posing the major decision then asking a second question wherein you give an alternate of 

choice. When they go along with one of your alternates, the major decision is carried. 

“As I see it, John, the main decision we have to make is how soon you take advantage of the 

opportunity and enjoy the benefits you’ll receive. By the way, do you think you’ll like 

delivery on the 1st or would you prefer the 15th?” 

 

3. The “I want to think it over” Persuader 

“That’s fine, John. Obviously, you wouldn’t take your time thinking this thing over unless 

you were seriously interested, would you? I mean, I’m sure you’re not telling me this to get 

rid of me. So, may I assume that you will give it very careful consideration? Just to clarify my 
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thinking, what phase of this opportunity or decision is it you want to think over (don’t 

pause) is it possibly the service you feel I’ll render?” 

 

4. The “It costs too much” Persuader 

“Today most things do. Can you tell me about how much ‘too much’ you feel it is?” Take the 

amount of money that’s too much and break it down to a daily amount. 

“I see, in other words, it’s not the product that’s the concern. It’s really that $1,000, isn’t 

it?” 

“John, I think we ought to keep this in the proper perspective. First of all, the warranty on 

the product is for 5 years. Is there a possibility that you might enjoy the product for 5 years? 

Let’s divide that $1,000 by 5 years. That’s $200, isn’t it? And even with a two-week vacation, 

you’d be enjoying it for 50 weeks a year, wouldn’t you? Let’s divide the 50 weeks into the 

$200. Now what have we got? That’s $4 a week, isn’t it? And, of course, this may sound 

ridiculous, but you’ll be enjoying it every day—7 days a week. Let’s divide that $4 by 7. 

What do we come up with? That’s $.57 a day. Seriously, John, do you think we should avoid 

making a decision that seems to truly be what you want, for such a small daily investment 

as $.57 a day?” 

 

5. The Oblique Comparison Persuader 

Comparing something they might give up or do to the small investment.  

“John, we’ve now got it to a $.57 a day investment. The last time you went to lunch how 

much did you leave as a tip for the waitress? I’ll bet it was over $.57. Do you think your 

happiness and enjoyment you’ll receive from this decision is worth more than the tip that 

you’ll give to a perfect stranger?” 

 

The most important instruction you’ll ever receive about persuading others: Whenever you ask 

for the final decision, shut up. 
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Session 11 – Overcoming Failure and Rejection 

27:09 minutes 

“If you’re a human being and alive, you are either going into, in or coming out of crisis most of 

the time.” ~ Og Mandino 

The Steps to Getting Depressed 

1. Allowing a conflict between wanting the motivators in life and being demotivated when 

thinking you might not get them. 

a. Motivators 

i. Money – a scoreboard reflection of the service you give 

ii. Achievement 

iii. Recognition 

iv. Security 

v. Need for acceptance 

vi. Self-acceptance 

b. Demotivators 

i. Self-doubt 

ii. Loss of security 

iii. Fear of failure 

iv. Pain in change 

2. Listen to negative self-talk. 

a. Attitudes toward failure 

i. I never see failure as failure, but only as a learning experience. 

ii. I never see failure as failure, but only as the negative feedback I need to 

change course in my direction. 

iii. I never see failure as failure, but only as the opportunity to develop my 

sense of humor. 

iv. I never see failure as failure, but only as the opportunity to practice my 

techniques and perfect my performance. 

v. I never see failure as failure, but only as the game I must play to win. 

b. Champion Creed: I am not judged by the number of times I fail, but by the 

number of times I succeed. And the number of times I succeed is in direct 

proportion to the number of times I can fail and keep trying. 
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Session 12 – Goal Setting and Maintaining a Champion Attitude 

21:40 minutes 

Your conscious and subconscious mind is a goal-seeking device. 

Poor people should take rich people to lunch—and take notes. 

12 Words to Live By: I must do the most productive thing possible at every given moment. 

 

Time Management Strategies 

1. Write down the 6 most important things you must do the next day. 

2. Develop a fast attention to details. 

 

 

Goal Setting Basics 

1. Goals must be written down. 

2. Goals must be better than your best but believable. 

3. Short term goals shouldn’t be longer than 90 days. 

4. Make sure the goals you set are for yourself—not what someone else wants you to do. 

5. For long term goals start with 20 years in the future. Who do you want to be? What do 

you want to do? What do you want to have? 

6. Goals must be vividly imagined. 

7. Goals must be ardently desired. 

 

How Do You Keep a Good Mental Attitude? 

1. Choose to have a good mental attitude. Act enthusiastic and you’ll become it. 

2. Start your day with positive messages. 

a. My attitude every day will determine my success in the future. Today I will walk, 

talk, act and believe like the person I wish to become. 

b. I deserve success and will do what successful people do. I refuse to allow 

negative people to fill my mind with negativity or mediocrity. 

c. Most of the arguments I have are with myself. So when I get down or feel low, I 

will use the famous G.O.Y.A. formula for success. 

d. Today I will win. Why? I’ll tell you why! Because I have faith, courage, and 

enthusiasm. 
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